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Information Retrieval Index 


100 Accident & Health Insurance 
(Individual) 
An Approach for Business Owners 
Miller, June, p. 
Big Case, The 
Comparing COLAs Eusebio, April, p. 
Creating the Need (Two Approaches 
Individual Disability Income) 
Eusebio, September, p. 
Creating the Need (Two Approaches for 
Business Owners) Eusebio, October, p. 40 
Disability Double Jeopardy and BOE Cov- 
erage Eusebio, May, p. 48 
Escaping the TREGBAN Bind 
Lusebio, March, p. 46 
Four Easy Ways to Lose a Disability In- 
come Sale Eusebio, November, p. 48 
How to Solve Business Problems With the 
Disability Buy-Out 
Klam, February, p. 44 
Insured and Self-insured Medica] Reim- 
bursement Pians Ware, July, p. 32 
Sell COMPLETE Protection Programs 
Ware, August, p. 54 
Social Security Disability Benefits 
Eusebio, February, p. 54 
Sub-Standard Policy, The: Your Problem 
or Your Client’s Problem? 
Eusebio, December, p. 40 


Taking Inventory of Your Products and 
Prospects Eusebio, January, p. 46 


Eusebio, April, p. 


400 Advertising/Public Relations 
Climate for Replacement, The 
Ballew, May, p. 24 
Competition, Ethics and Making a Living 
Ballew, November, p. 62 
Coping With Replacement—Part One 
Ballew, June, p. 60 
Coping With Replacement—Part Two 
Ballew, July, p. 46. 
Coping With Replacement—Part Three 
Ballew, August, p. 48 
Your Publics and Your Public Relations 
Message Ballew, September, p. 70 


600 Agent As A Businessman 
A Day on a City Debit 
Backenstoes, June, p. 42 
A Day on a Country Debit 
Waibel, May, p. 58 
Brokerage: What’s it all about, Alfie? 
Kampf, October, p. 12 


Insurance Marketing: The Career Ordinary 
Distribution System 
Ballew, January, p. 48 
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Insurance Marketing: The Career Ordinary 
Distribution System (part two) 
Ballew, February, p. 58 
Insurance Marketing: The Career Ordinary 
Distribution System (conclusion) 
Ballew, March,p. 59 
Loyalty and the Brokerage Sale 
Love, October, p. 32 
Sin of Overexposure, The 
Van Dusen, October, p. 8 
Your Car and Your Deductible Expenses 
Moe, December, p. 8 


700 Annuities 
Annuities In Review 

Goreon, March, p. 22 
Annuity Settlements 

Gordon, April, p. 104 
Funding IRAs With Annuities 

Vonch, June, p. 20 

New Tax Rules for SPDAs (Single Pre- 
mium Deferred Annuities) 

Ware, October, p. 60 


1150 Awards 
All Star Honor Roll, 60th Annual 
April, p. 
All Star Honor Roll of 1932 April, p. 
Industry Awards and Acronyms 
April, p. 


1400 Business Insurance (Not 
Employee Benefits) 
Business Debt and Life Insurance 
Schulten, February, p. 


One 
Finish 


Business Case From _ Start 


Holender, June, p. 
1450 Buy-Sell 


How to Solve Business Problems With the 
Disability Buy-Out 

Klam, February, p. 44 

Life Insurance and the Buy-Out Agreement 

Schulten, June, p. 26 


1600 Charity (Foundations, 
Gifts, Bequests) 
Life Insurance As a Gift to Charity 
Ware, September, p. 41 
2000 Computers 
Improving Agency Efficiency 
Hansch, Adler, July, p. 52 


2400 Employee Benefits & 
Executive Compensation 


Approaching the Payroll Deduction Case— 
Part I Eusebio, July, p. 36 


Approaching the Payroll Deduction Case— 
Part II Eusebio, August, p. 56 


Commercia] Accounts CAN Be Profitable 
Schulten, September, p. 22 
Get Involved with Non-Qualified Deferred 
Compensation Glass, September, p. 64 
How to Open the Payroll Deduction Case 
Piper, January, p. 32 
Insurance Product Sales to VEBAs 
Ware, May, p. 8 
Insured and Self-Insured Medica] Reim- 
bursement Plans Ware, July, p. 32 
Insured Incentive Stock Option Plans 
Ware, April, p. 
Life in the Fast Lane! 
Morhauser, January, p. 


Payroll Deduction Sales—Part One: An Ef- 
fective, Profitable Marketing System 
Bassett, January, p. 22 


Payroll Deduction Sales—Part Two: Pros- 
pecting and Approaching Employers 
Bassett, February, p. 36 


Payroll Deduction Sales—Conclusion: Suc- 
cessful Enrollment Procedures 
Bassett, March, p. 36 


2500 Estate Planning 


An Accountant’s View of Estate Planning 
After ERTA Klausman, May, p. 54 


Estate Analysis Under ERTA (The Change 
in Emphasis) Hwang, December, p. 20 


Estate Planning for Maximum Benefit 
Grotsky, March, p. 12 


Four Trusts for Estate Planning 
Ware, January, p. 10 


Hold Seminars . 


.-» Attract Clients... 
Make Money! 
Swisher, September, p. 16 


How to Gather Estate Data After ERTA 
Ware, February, p. 10 


Using Recapitalization to Freeze Estate 
Tax Values Ware, March, p. & 
3000 Gifts 
Life Insurance as a Gift to Charity 

Ware, September, p. 41 
3200 Government Benefits 


Social Security Disability Benefits 
Eusebio, February, p. 54 


Students, College Funds and the Loss of 
Social Security Benefits 


Ballew, October, p. 48 


3250 Government Regulations 


Competition, Ethics and Making a Living 
Ballew, November, p. 62 


Rough Notes’ INSURANCE SALES 
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3300 Group insurance 
Big Case, The Eusebio, April, p. 88 
Escaping the TREGBAN Bind 

Eusebio, March, p. 46 


Insurance Product Sales to VEBAs 
Ware, June, p. 8 


3500 Inflation 


Accumulating Wealth In An Inflationary 
Economy Buechner, November, p. 40 


3900 Interview Techniques 
Answers to Eight Common Objections 
August, p. 58 
Are You Really Listening? 
Alessandra, November, p. 8 
Batting .300-Plus in Sales 
Gleason, November, p. 24 
Broad Concept, The—Concentrate on Solv- 
ing Problems Greenstone, July, p. 22 
Business Debt and Life Insurance 
Schulten, February, p. 28 
Commercial Accounts CAN Be Profitable 
Schulten, September, p. 22 
Controlling the Interview—Visually 
Roney/Stepanovich, February, p. 24 
Disability Double Jeopardy and BOE Cov- 
erage Eusebio, May, p. 48 
Eliminating the Buyer/Seller Feud 
Bero, August, p. 8 
Four Easy Ways to Lose a Disability Sale 
Eusebio, November, p. 48 
How to Close the “No Objections” Sale 
Martineau, April, p. 20 
How to Gather Estate Data After ERTA 
Ware, February, p. 10 
Is There a BEST Time to Close? 
Meyer, August, p. 44 
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ment Schulten, June, p. 26 
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Alessandr:, May, p. 4 
One Business Case From Start to Finish 
Holender, June, p. 36 
Sub-Standard Policy, The: Your Problem 
or Your Client’s Problem 
Eusebio, December, p. 40 
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Restalrig-Logan, October, p. 58 
4200 Juvenile Insurance 
“Vanishing Premium” Juvenile Sales 
Restalrig-Logan, October, p. 58 
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Meyer, December, p. : 
4300 Key Person 
Life Insurance and the Key Employee 
Schulten, April, p. 
4450 Life Insurance— 
Special Contracts 


Examining Universal Life (A LIMRA Per- 
spective) Goldberg, July, p. 8 


Examining Universal Life (Part Two) 
Goldberg, August, p. 36 

Examining Universal Life (Part Three) 
Goldberg, August. p. 30 
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Flexibility and Sales Uses of Universal 
Life, The Brickner, July, p. 14 
Universal Life and the Middle Income Mar- 
ket Andreoni, July, p. 12 
Universal Life and TEFRA 
Ware, November, p. 54 
Universal Life “Panacea”, The—A Rebut- 
tal Callahan, September, p. 56 
Who's Afraid of Universal Life? 
Schulten, November, p. 28 


4500 Mailing Pieces 


Don’t Get Personal Unless You Mean It! 
Abarbanell, May, p. 26 


4600 Mass Marketing 
Approaching the Payroll Deduction Case— 
Part [ Eusebio, July, p. 36 
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fective, Profitable Marketing System 
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Payroll Deduction Sales—Conclusion: Suc- 
cessful Enrollment Procedures 
Bassett, March, p. 36 
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About That Last Sales Contest... 
Meyer, October, p. 
Antidote for Defeat, The 
Meyer, September, 
App-A-Week for Twenty Years 
Parks, April, 
Batting .300-Plus in Sales 
Glezson, November, 
Beat Burnout! 
Vincent, March, p. 50 
Broad Concept, The—Concentrate on Solv- 
ing Problems 
Greenstone, July, p. 22 
Can objections be exciting? 
Meyer, June, p. 14 
Eliminating the Buyer/Seller Feud 
Bero, August, p. 8 
Forty-Six Years of Survival 
Ruch, August, p. 28 
From Claims Adjuster to Salesman 
Crider, April, p. 34 
Handling Anger, Irritation, Resentment 
Meyer, July, p. 26 
How to Close the “No Objections” Sale 
Martineau, April, p. 20 
How Do YOU Define Success? 
Meyer, April, p. 14 
My Sales Activity As A Fraternal Agent 
Petry, February, p. 50 
Physical Fitness Fad, The 
Meyer, May, p. 14 
Saturday Sales Day, The 
Meyer, February, p. 16 


Simple Rules of Self-Motivation, The 
Taylor, March, p. 27 
Working With People—Literally 
Morton, April, p. 38 


5400 Pensions 
After ERTA: Tax Deduction for Insured 
Corporate Retirement Plans 
Ware, May, p. 10 

Developing Pension Business From Ac- 
countants Kahn, May, p. 32 
Stop Avoiding the Pension Market! 

Grotsky, April, p. 94 
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Ballew, June, p. 60 
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Ballew, August, p. 48 
Soul-Searching the Replacement Question 
Davis, November, p. 60 
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Habits Meyer, January, p. 14 
An Automatic Prospecting System For 
Young Clients Meyer, March, p. 18 
Are You Reaily Listening? 
Alessandra, November, p. 
Building a Monthly Debit from Scratch 
Carson, July, p. 4 
Controlling the Interview—Visually 
Roney/Stepanovich, February, p. 24 
Hire and Train Your Own Office Manager 
Willett, April, p. 28 
How My Team Made It to the Super Bow! 
Citron, June, p. 56 
Improving Your Professional Image 
Alessandra, January, p. 36 
Selling 200 Lives 
Hutchings, August, p 
Success on the Debit 
Bilbrey/Freeman/Smerkar, October, p. 36 
Team Prospecting (Part One: Decisions and 
Problems) Woods, November, p. 36 
Team Prospecting (Part Two: Working 
with Property/Casualty Agents) 
Woods, December, p. 46 
Time Management and Your Forty-Wees 
Year Healy, December, p. 12 
Total Financial Planning 
Klam, June, p. 46 
Who’s Afraid of Universal Life? 
Schulten, November, p. 28 
Why and How to Use an Activity Flow 
Chart Meyer, November, p. 45 


Your Car and Your Deductible Expenses 
Moe, December, p. > 


5800 Professional Associations 

and Corporations 
Are Professional Corporations Obsolete” 
(Part I: Tax Pitfalls and Disincorporation 
Process) Ware, December, p. 24 
(please turn to page 4.3! 
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proaches Ragan, December, p. 50 
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Schulten, April, p. 16 
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Derby, August, p. 
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Egan, July, p. 
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Howorth, April, p. 106 
Seiling 200 Lives 
Hutchings, August, p. 12 
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Knox, August, p. 22 
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Problems) Woods, November, p. 36 
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Woods, December, p. 46 
TIP CLUB Prospecting 
Shull, September, p. 14 
TIP CLUB Prospecting (conclusion) 
Shull, October, p. 28 
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Using Recapitalization to Freeze Estate 
Tax Values Ware, March, p. 8 
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Accumulating Wealth in an Inflationary 
Economy Buechner, November, p. 40 
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Gordon, March, p. 22 
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(Keogh/HR-10) 
Be Knowledgable About TEFRA 
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High Blood Pressure Fact and Fiction 
Saltzberg, October, p. 16 
Sin of Overexposure, The 
Van Dusen, October, p. 8 
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Corporate Retirement Plans 
Ware, May, p. 10 
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After ERTA Klausman, May, p. 54 
Be Knowledgable About TEFRA 
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Grotsky, March, p. 12 
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STOP Avoiding the Pension Market! 
Grotsky, April, p. 
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Ware, November, 
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Ware, January, 


Items not listed by 
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1981 Health Insurance Statistics 
September, 


Ranking of Life Companies 
August, 
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Clare Birkenmeyer, FLMI 
Assistant Vice President 
Marketing 


| Listen 


To provide competitive, up to date products, Clare is continually 
researching new products and more effective ways to market them. 


“Agent’s suggestions are an important part of this decision 
process; that’s why | listen when they tell me what their clients need 
and what they need. Good communication with our agents is the 
key to doing my job!” 


Clare came to the Marketing Department in November, 1979 with 
6 years experience in Policy Issue and Underwriting at WSL. 
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